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PREFACE 


Information in this publication was developed as a part of work performed 
by the Cooperative Extension Service, The Ohio State University, under contract 
with the Federal Extension Service of the U. 8. Department of Agriculture. It 
is based on detailed studies of demonstration store vork done by Cooperative 
Extension Services in 11 states plus concentrated vork by Extension Specialists 
in Ohfo in conducting tests of various methods found most useful in the ll-state 
study. 

Grateful ecknowledgement is made by the authors to the advisory camittee 
for this contract project for many useful suggestions as to how the results of 
this project can be most useful to Extension Specialists and their educational 
clientele. Members of this committee were: 
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Washington 25, D. C. 
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Ohio State University 
Coluabus 10, Ohio 


Mr. Hyman Schear+ 
Liberal Market, Inc. 
230 Concord Street 
Dayton, Ohio 


Mr. Francis Hapner 
K. M. 8. Bruce Campany 
Philadelphia, Pa. 


Dr. Martin Kriesberg 
Agr'l. Mktg. Service 
U. 8. Dept. of Agr. 


Dr. R. W. Sherman 
Dept. of Agr'l. Fcon. 


Washington 25, D. C. 


Mr. Marcelle Lussier 
Liberal Market, Inc. 
230 Concord Street 
Dayton, Ohio 


Dr. Eric C. Oesterle 
Dept. of Agr'l. Econ. 
Purdue University 
lafayette, Indiana 
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Ohio State University 
Columbus 10, Ohio 


Dr. M. G. Saith, Chairman 
Dept. of Agr'l. Econ. 

Ohio State University 
Columbus 10, Ohio (Ex Officio) 


Director W. B. Wood 

Coop. Ext. Service 

Ohio State University 
Columbus 10, Ohio (Ex Officio) 


Tur. Lussier of Liberal Market, Inc., replaced Mr. Schear of the 
—same firm on this committee at Mr. Schear's request. 


Mr. Lake M. Schruben, Assistant Administrator, Federal Extension Service, 
U. 8. Department of Agriculture, served as Contracting Officer, and Mr. Levis 
F. Norwood, Jr., Food Merchandising Specialist, Federal Extension Service, U. S. 
Departeent of Agriculture, served as Representative of the Contracting Officer. 
Many valuable suggestions and helpful adjustments were made by Nr. Schruben and 
Mr. Norvood vhich enabled the Contractor to increase the scope and precision in 
the analysis of information fram other states and in performing tests in vork 
with Ohio firms. 

Appreciation is expressed to Eruce W. Marion, Food Merchandising Specialist, 
Cooperative Extension Service, The Ohio State University, and to John L. Miller, 
formerly Graduate Assistant, for valuable aid in performing much of the field 
and office work relative to this contract project. 

The authors, of course, assume responsibility for points of view and all 


shortcomings involved in this publication. 
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INTRODUCTION 

This publication explains the concept of the demonstration store tech- 
nique as it was applied to the study and tests involved in the contract proj- 
ect which vas outlined briefly in the preface. It explores the relationship 
development needed betveen an Extension representative and top management of 
a cooperating firm. And it outlines in detail a step-by-step educational 
program for the use of the demonstration store technique in retail food firms 
developed fram the study and tests conducted as a part of this contract project. 

Principles involved in the procedures recammended in this publication 
apply to educational work relative to all departments of a retail food store. 
Most of these principles apply, with only minor modifications, to most firas 
engaged in the marketing of agricultural products. 

Extension educational work vith retail food firms logically revolves 
around the Extension representative (usually a state or area specialist) and 
top management of the cooperating firm or group. The development of a strong 
mutual confidence and trust in each other naturally is a good foundation for 
@ successful demonstration store program. A two-way flow of an educational 
program fram the University, on the one hand, and operating data and coop- 
eration fram the firm or group, on the other hand, is essential for success- 
ful use of the demonstration store technique. Once such a two-way flow is 
successfully developed, it should outlast a particular demonstration store 
effort and lead to mutual cooperation in an over-all] educational program in 
all phases of food wholesaling and retailing. 

To aid in understanding the recommendations contained in this publi- 
cation, the next two pages are devoted to definitions of terms used through- 
out the folloving text. Obviously, the definitions are somewhat arbitrary 
buat the authors found them logical and useful in conducting the study and 


tests upon vhich the recommendations made herein are based. 
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THE DEMONSTRATION STORE TECHNIQUE 

The demonstration store technique is a use of the result demonstration 
principle in vhich improvements besed on research results are established in 
one store of a firm or group of stores and extended by various means to other 
stores in the firm or group of stores. The demonstration store becomes the 
point of focus for the firm-wide or group-wide program. It simply is an edu- 
cational vehicle to aid in the extension of research information to the entire 
firm or group of stores. The demonstration store program is the total edu- 
cetional effort with the cooperating firm or group using the demonstration 
store as a vehicle to aid in the extension of the research results vithin the 


firm or group. 


SECTIONS OF THE DEMONSTRATION STORE PROGRAM 

For purposes of discussion in this publication the demonstration store 
program is divided into the five folloving sections: 

1. Approach - Time and effort spent from the time the firm vas first 
considered as one in which to establish a demonstration store program to the 
time vhen the formal study of the situation started. 

2. Study of Situation and Formulation of Recommendations - This involves 
such things as ea description of the existing organization of the firm, a de- 
teiled analysis of present layout and operational procedures, preparation of 
recommended improvements besed on the latest available research and upon sound 
econamic and marketing principles. 

3. Presentation of Recammendations - This involves the time and effort 
spent in the presentation of the analysis and recommendations to top manage- 


ment of the firm or group. 
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4. Follow-up in the Demonstration Store - This represents all the 
time and effort spent with the firm from the time of the presentation of rec- 
commendations until the demonstration store is established. 

5S. Extension of Recommendation to Other Stores - This represents all 
the time and effort spent in extending recammendations which the firm wishes 


to adopt fram the demonstration store to the other stores in the firm or group. 


THE DEMONSTRATION STORE PROGRAM 

Folloving the sequence of program sections outlined in the above def- 
initions, the remainder of this publication deals with step-by-step reca- 
mendations for development and use of the demonstration store technique in an 
educational program with food vholesalers and retailers. Analyvis of case 
studies relating to demonstration store work in 11 states and results of 
tests conducted in Ohio by the Cooperative Extension Service of The (hio State 
University are the basis of these recomendations. 

As Extension specialists gain further experience with the use of this 
technique in various states and under varying conditions, many useful ideas 
can be added to these recommendations. The authors believe, hovever, that very 
successful educational progrums can be developed with food wholesalers and re- 
tailers in any state or area if the recammendations contained in this publi- 
cation are folloved. 

At the hazard of appearing dogmatic, the authors urge careful consideration 
of each step recommended and careful adherence to the procedure suggested in this 
publication in the use of the demonstration store technique. To the extent that 
programs studied and tests conducted by the authors folloved the steps recca- 
mended, the programe vere more successful. Conversely, any deviations from the 
procedures outlined in the folloving recommendations usually resulted in less 
successful programs. Most failures in obtaining satisfactory results from the 
use of the demonstration store technique can easily be traced to serious devi- 


ations from procedures recomended herein. 
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APPROACH 

The first step in the development of a demonstration store program, of 
course, is to locate a suitable firm or group that is willing to cooperate in 
the project. Same desirable characteristics to look for in such a firm or 
group ere: 

1. Halds relatively important position in the marketing 

structure of the state or area. 

2. Is villing to make changes. 

3. Has a well-defined organization. 

4. Hes clear-cut lines of authority and responsibility. 

5. Is willing to share changes with other firms or groups. 

6. Lacks extremes in size, personnel, and physical facilities. 

T. Is available to and interested in working vith Extension. 

8. Is cooperative and receptive. 

9. Has knowledgeable employees. 

10. Has suitable location in the state or area to enhance its 
use as a demcnstration. 

It may be very difficult to find a firm that possesses all these char- 
acteristics. Diligent efforts spent in selecting a firm with as many of then 
as possible for demonstration store work, hovever, likely vill result in the 
development of a more successful educational program. 

Since the successful caspletion of a demonstration store program may in- 
volve changes in operating policy end expenditure of considerable sums of money, 
it is necessary for the Extension representative to start as early as possible 
in developing the confidence and trust of top management of the firm. The 
"decision-maker," the person vho makes the decisions in the firm, and the 
“driving force," the person vho gets the job done in the firm are tvo people 
that the Extension representative needs to involve in the vork as early as pos- 
sible. A thoruugh study of the organization of the firm, both formal and infor- 
mal, vill be helpful in locating these men and in making an appreisal of the 


lines of communication in the firs. 
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Not all firms are ready to move immediately into demonstration store 
work. The vise Extension representative vill appraise the situation and, 
if the firm is not ready, vill plan other vork to prepare it for a demon- 
stration store program. Some of the types of other vork that may be done 
are: 

1. Individual consultation. 

2. Special problem work. 

3. Clinics and vorkshops. 

4. Involvement of the firm in research vork. 

5. Record studies. 

6. Public relations work. 

When the firm is ready for demonstration store work, the next logical 
step is to hold a meeting of the Extension representative, the decision-maker, 
the driving force, and any other persons that the situation may demand. At 
this meeting, a mutual understanding regarding all the aspects of the demon- 
stration store program can be established. A logical agenda for this meeting 
includes: 

1. Farther development of the demonstration store concept. 

2. A description of all sections of the demonstration store program. 

3. An examination of the relationship to be developed between the 

Extension representative and the cooperating firm. 

he Study of a semple timetable on the demonstration store program. 

5. General review of successful demonstration store programs. 

6. Establiehment of a need for ea liaison man. 

T. Study of a statement of mutual responsibilities. 

It is wery important that top management of the firm realize the scope 
and depth of the proposed demonstration store program. The sooner and the 
more emphatically management is made to realize that the demonstration store 
is not an end in itself, the better will be the chances for the success of 
the entire program. The demonstration store is an educational vehicle for 


work with the entire firm or group of stores. 
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Each section of the demonstration store program and the part it plays 
in the total educational effort should be explained to the management of the 
firm at this meeting. This is a useful means of creating greater understanding 
of the prograun. 

Management should be made fully aware of the kind of relationship be- 
tween the Extension representative and the cooperating firm necessary for a 
successful program. It should be understood by all concerned that a two-way 
flow of information and cooperation between the persons involved are essential 
to success. 

By studying and discussing a sample timetable of a demonstration store 
program, management can be informed thoroughly as to how work on the program 
will be conducted and the timing and co-ordination that will be necessary for 
@ successful venture. 

A general review of a successful demonstration store program is very 
useful in giving the management actual physical evidence of success of the 
program in other firms or groups. It may be best to refer simply to work 
with "another firm" in the state or area rather than to a specific firm or 
group. 

For the firm to derive maximum benefit from the program, it is essential 
that a liaison man be appointed in the firm or group to work closely with the 
Extension representative and take the leadership of the firm's or group's 
part in the demonstration store program. Desirable characteristics for the 
liaison man to possess are: 

1. Ability to abstract himself both physically and mentally from 

his usual job and give full attention to working with Extension 
as needed. 

2. Orientation to problem-salving and ability to make and to 

understand an objective appraisal of a problem situation. 

3. Pamiliarity vith and a working knowledge of training methods 

and their use in retail food firms. 
4. <A thorough knowledge of the department or departments in 


which the demonstration is to be established. 


5. Ability to carry through on major decisions and to command 
the respect and cooperation of his co-vorkers. 


ate 


It may be very difficult to find a person in the firm possessing all 
these characteristics. However, care in selection of the liaison man can 
result in much smoother vorking relationships and elimination of confusion 
and lost motion as the program develops. The liaison man should be appointed 
immediately after the decision has been made to go ahead with the progran. 

One of the most valuable tools that the Extension representative can 
use to aid in developing an understanding betveen him and the management of 
the firm or group is a vritten statement of mutual responsibilities. A brief 
but carefully vorded statement outlining the educational assistance that the 
Extension representative can provide for the firm and what the firm must do 
to gain maxigum benefit from the program is recommended. Such & statement 
can be useful as a point of reference by both the Extension representative 
and management of the firm or group at any time during the period in vhich 
work is being done tovard developing the demonstration store program. 

When top management has been thoroughly informed regarding the progran, 
a decision can be reached as to whether or not the firm or group wishes to 
proceed with development of the program. If the decision is to proceed, a 
liaison man should be selected and briefed on his responsibilities. 

The store in vhich to establish the demonstration should then be se- 
lected. It is desirable for the Extension representative and the liaison 
man to vork together in the selection of the demonstration store. The “ideal” 
store to select is one that is as nearly typical or representative of all 
stores in the firm or group as possible. The more representative the demon- 
stration store, the fewer the adaptations necessary in extending recommen- 


dations to the other stores in the firm or group. 
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Once the demonstration store has been selected, the Extension represen- 
tative vill need to collect as much information as possible about this store 
and other stores in the firm or group. This vill aid in making recommendations 
for the demonstration store and in facilitating the extension of reccumenda- 
tions to other stores in the firm or group. ‘The types of information needed 
are: 

1. Competitive situation affecting the firm or group. 

2. Description of the organization structure. 

3. Background and responsibilities of key personnel. 

kh. How and by vham operating policies are formulated, how 

they are camsunicated to the personnel throughout the 
firm or group, and how they are implemented. 

5. Effect of labor bargaining groups. 

6. Capabilities and limitations of the firm personnel. 

7. Bench mark data on the firm and the demonstration store. 

8. Physical characteristics of the facilities of the firm. 

9. Any other helpful information. 

To facilitate the collection of this information, the Extension represen- 
tative shonld provide the firm with data collection forms vhenever possible. 
This vill make it as easy as possible for the firm to provide desired infor- 
mation. 

As a final step in the approach section, the Extension representative 
should teke stock of the situation to see whether both he and the firm are 


really prepared to move on into the next section of the program. 


STUDY OF SITUATION AND FORMULATION OF RECOMMENDATIONS 

In preparation for the actual stuiy period, the Extension representative 
must be sure that several jobs have been done. First, top management of the co- 
operating firm should inform its employees of plans to embark on a demonstration 
store program. It is important that the firm use its regular channels of cam- 
manication to inform its employees of its plans so that there will be no mis- 
understandings ‘when the Extension representative starts to work in the store. 
Demonstration store employees should know vho the Extension representative is, 


whet he is doing, and how the work vill affect then. 
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Another job that the Extension representative needs to do is visit the 
demonstration store before the study period to get acquainted with personnel 
involved, make necessary sketches, and observe the general routine of work in 
the department. This vill give the Extension representative a general idea of 
probiem areas on which to concentrate and information on which to base his 
schedule for the study period. 

In planning the study period, it is important for the Extension represen- 
tative to schedule enough time in the store to get a true picture of the situ- 
ation. This can usually be eaccasplished in a week. He should try to schedule 
the study period at a time when business is as nearly normal as possible and 
all regular personnel are on the job. This vill aid in getting an accurate 
picture of the operation. 

The Extension representative may need to spend some time studying the 
aspects of the departmental operation other than at the store level. It is 
possible that the real cause of many of the store problems may lie in other 
operations of the firm. 

Before moving into the study period itself, the Extension representative 
should take stock of his "kit of tools" to see if they are all in good vorking 
order. His most important tools are: 

1. His own training and experience. 

2. Help from his co-vorkers and the Federal Extension Service. 

3. Descriptive and bench mark data on the firs. 

4. Research from the USDA, various universities, colleges, 

and other institutions. 

5. Trade and census data. 

6. Materials from manofecturers of equipment. 

7. Other helpful date. 

In the study of the situation, there are several methods that can be used. 
Some of the most important methods are: 

1. Collection and analysis of customer shopping patterns. 

2. Observation of situation in the department. 

3. Use of USDA Checklists vhen applicable. 

- Study of the layout and equipment in the backroom and display area. 


k 
5. Observation of work methods. 
6. Study of management problems in the department. 
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An informal method the Extension representative can use effectively 
during the study veek is getting ideas from employees of the firm on how to 
improve the department. Handled discreetly, this method can yield helpful 
suggestions and can aid in making the employees feel that they are a part of 
the program. Also, such informal discussions vill give the Extension repre- 
sentative an opportunity to assess the capabilities and limitations of the 
store personnel. 

The Extension representative should compare job descriptions as given 
him by the employees with their formally assigned role in the firm to get a 
more camplete picture of the functioning of the department. Understanding 
informal relationships that have grown up in a department or elsevhere in the 
firm or group can be very helpful in finding the solution to a given problen. 

As he goes about his various tasks during the study period, the Exten- 
sion representative should keep the liaisom man informed and involve him in 
the vork when practical. This vill help to keep lines of commnication open 
and to keep interest in the program at a high level. 

At the end of the study period, the Extension representative should 
schedule a meeting with top management of the firm for presentation of the 
results of the study. The sooner this meeting is scheduled following the 
study the better. The information vill be as fresh as possible in the minds 
of the persons involved if the meeting is held vithin two weeks folloving the 
study. 

When he has all the necessary data collected, the Extension representative 
can start to vork formuleting the report. The first thing he needs to do is to 
review the objectives of both the Extension progrum and the firm or grovp in 
order that he may have them clearly in mind as he analyses the information 
from the study. 


sti 


Next, the Extension representative should make up a rough copy of the 
report and discuss it with the liaison man. The liaison man should be en- 
couraged to look for statements in the report where company policy is in- 
volved. This will enable both the Extension representative and the liaison 
man to anticipate problems which may arise during the presentation of the re- 
port. Such consultation vith the liaison man enables the firm to feel that 
it has played a role in developing the program. 

The liaison man should be encouraged to refrain from discussing the rec- 
commendations in the report vith anyone in the firm or group until the report 
has been presented to top management. This will avoid confusion and mis- 
understandings that could be built up if various stories vere allowed to 
"leak out" regarding the results of the study. 

The physical layout of the report involves the use of four colums on a 
legal size page. The four columns vill be labeled Situation, Recommendations, 
Action Planned, and Action Taken, respectively. For purposes of presentation 
of the study results, the first two colums are used. The last two colums 
are left blank for use in the later sections of the program. 

Subject matter in the report should follow the flow of merchandise from 
the receiving door of the store to the point of ultimate sale. If it is nec- 
essary to go outside the demonstration store to determine problems which affect 
the performance at store level, it is best to blend such information into the 
report at the appropriate places. 

The presentation of customer traffic flow data in conjunction vith the 
report can be handled effectively by including a master traffic flow sheet with 
supplementary tables on the characteristics and performance of the sample of 
customers. How modification of the demonstration store shonld be made to take 
efvantege of information derived from the traffic flow data should be stated 


in recommendations. 
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In evaluation of this section of the demonstration store program, the 
Extension representative needs to make sure that he has discovered and re- 
ported the real problems and has not confused the evidence of the problem 
with the cause of the problem in his analysis. Also, he should be sure that 
the firm is ready to receive the report and that he is properly prepared to 


present it. 


PRESENTATION OF RECOMMENDATIONS 

The formal report to the firm shonld be made in a meeting of the Exten- 
sion representative, the decision-maker, the driving force, the liaison man, 
and other top management personnel. This session should be held in a meeting 
place that is both comfortable and free fram interruptions. 

Before the report is read and discussed, the liaison man should relate 
the role he has played in making the study and writing the report, and in- 
trodnce the Extension representative. 

The Extension representative should preface his remarks with a short 
review of progress on the demonstration store program and a remifder of all 
the steps necessary for the successful caspletion of the program. In presen- 
ting the report, the Extension representative should lead the discussion, 
using sppropriate visual materials to emphasize and clarify various points 
in the presentation. Ample time for discussion should be allowed, and the 
Extension representative should be sure that the report and its implications 
are clearly understood by everyune present. 

At the close of the presentation meeting, the Extension representative 
should set a date for the first follov-up visit vith the liaison man. At the 
time for this visit, the liaison man can relay to the Extension representative 
the decision of the management of the firm regarding the changes that manage- 
ment plans to make in the demonstration store and eventually, in other stores 
in the firm. At this time these two men also can begin making plans for in- 


plementing these changes. 
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In evaluating the presentation, the Extension representative should try 
to sense the reaction of the management of the firm to the report and observe 
any changes in attitude or relationships. He can use these observations in 


later sections of the program. 


FOLLOW-UP 

When top management of the cooperating firm has evaluated the report and 
made a decision on the recammendations, the Extension representative and the 
liaison man can proceed vith implementation. Camplete understanding betveen 
these tvo men should be reached regarding changes to be made in the demon- 
stration store. 

In making and recording plans for implementation of the changes in the 
demonstration store, the following types of information are needed: 

1. Desired changes to be made. 

2. Sources of equipment and fixtures. 

3. Approximate cost of changes. 

4k. Timetable for making planned changes. 

5. Responsibility for making planned changes. 

6. Provisions for training personel in use of new equipment. 

and procedures. 

In this planning process, the third colum in the report, Action Planned, 
can bé completed. This colum lists specific actions planned, tentative dates 
of cagpletion, and the persons responsible for implementing ena ehange. 

When plans have been made to get the recommended changes in the demon- 
stration store, the Extension representative can start vork in the store. He 
should spend as much time as necessary vith plumbers, electricians, carpenters, 
and equipment manufacturers to be sure that the physical changes are made as 
recomended or desired by the firm. He also should be sure that the liaison 
man is involved in this work and becomes familiar vith the various techniques 
and information required to do this job. This will enable the liaison man to 


take leadership in this work vith the other stores in the firs. 


-)\. 


As the physical changes are being made in the demonstration store, the 
Extension representative and the liaison man should be working on a training 
progrum needed to acquaint store personnel vith the changes and to help them 
become more productive vorkers. A few of the many lessons that could be in- 
cluded in this training progrum are: 

1. Basic training in the operation of the department. 

2. Principles of vork simplification and motion economy. 

3. Quality maintenance. 

hk. Work scheduling. 

5. Ordering and inventory control. 


6. Familiarity with new fixtures and equipment. 
7. Packaging techniques. 


8. Display techniques. 
9. Personnel training. 
10. Cleanliness 

On-the-job training, seminar type discussions, movies, and hand-cut mate- 
rials are some of the most useful methods for teaching this information. En- 
phasis should be placed on individual instruction, especially on the develop- 
ment of skills and proficiencies needed for demonstrating the effectiveness 
of the improvements made in the demonstration store to personne] in the other 
stores in the fira. 

The fourth colum in the report, Action Taken, can be filled in upon 
completion of the various changes at the end of this section of the progren. 

Evaluation of the vork in the demonstration store can be done by check- 
ing the extent to vhich recommended changes have been implemented and looking 
for acceptance and use of the changes by store personnel. Another useful yard- 
stick is a camparison of performance in the store after changes are made vith 
bench mark data before changes are made. 

The Extension representative should male every effort to see that the 
demonstration store is prepared to perform its function as an educational ve- 
hicle for the rest of the stores in the firm or group. He should also be con- 
cerned with whether or not other stores in the firm or group are ready to re- 


ceive the recommendations. 
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EXTENSION OF RECOMMENDATIONS TO OTHER STORES IN THE FIRM 

When the recommendations are established in the demonstration store, 
appropriate training programs have been developed, and the operation mmning 
smoothly, the Extension representative can turn his full attention to the ex- 
tension of recommendations fram the demonstration store to other stores in the 
firm or group. The alert Extension representative vill have used every op- 
portunity during the entire program to remind management that the real purpose 
of the demonstration store is to act as an educational vehicle for the entire 
firm or group. He also vill have been studying the firm, its personnel, and 
other data collected during the program to find the best ways of dissemine- 
ting the information among all the stores of the firm or group. 

Assuming that the liaison man hes been properly trained, either he or 
the Extension representative may take the leadership in this section of the 
program. The degree of success obtained, of course, depends on many factors 
perculiar to each individual situation. 

Other uses of the demonstration store technique such as tours vith other 
store managers, management personnel or specialists, a training center for 
firm personnel, or a training center for other firms in the area were not in- 
vestigated in the contract study. Hovever, the principles stated here can 
apply, with appropriate modifications, to almost any use of the demonstration 
store technique to extend research results to other stores in a firm or group. 

For most effective extension of research results fram the demonstration 
store to other stores in the firm, an over-all plan of action should be formed. 
This plan vill be similar to the one for the demonstration store except it vill 
be for the entire firm. Specific actions to be taken should be spelled out, 
tentative campletion dates set up, and responsibility for campletion of the 


work defined, 


— 


i 
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In order to make sure that the recommended physical changes vill be 
installed properly in the other stores in the firm or group, «a system of 
periodic follov-up work should be dévised. ‘The role that the Extension Rep- 
resentative and the liaison man should play in this section of the program 
depends upon the understanding that has been reached earlier in the program. 
If the Extension representative is to be involved, he should limit his activ- 
ities eas much es possible to the training progran. 

The training program for personnel in the other stores in the firm or 
group should be made up largely of the same types of subject matter as those 
for the demonstration store, vith adaptations for specific situations. Methods 
used should emphasize group techniques, such as classroom and seminar seesions, 
tours, movies, and h@hdout materials in order to increase teaching efficiency. 

Evaluation of vork with other stores in the firm can be made by noting 
the acceptance and use of the changes by the store personnel and in the atti- 
tude of the management of the firm. Bench mark data collected on the entire 
firm may be useful for camparison vith data collected after changes have been 
made. 

The use of the demonstration store technique is a never-ending process. 
The end of one particular phase of the work does not mean that the demonstra- 
tion store has outlived its usefulness. As new improvements are discovered 
and developed, the educational process that has been established for the ex- 


tension of information throughout the firm or group can be used over and over 


again. 
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